ID Article Index January to June, 1966 


IDEAS FOR MANAGEMENT 


FAUVER FINDS A CURE FOR CHAOS... January 
J. N. Fauver Co., Detroit, teils how it solved it’s service crisis. 


HOW NOT TO CHEAT YOUR EMPLOYEES (AND YOURSELF)... . February 
What is the right plan to insure fair pay for employees? Robert 
Kussell, J. Russell & Co., gives his approach to the problem. 


THE DOUBLE STANDARD CAN DESTROY US 

Thomas H. Clynes, president, National Industrial Distributors’ Asso- 
ciation, speaks out on what he terms ‘“‘the breakdown of ethical 
guidelines’ in the distribution industry. 


A (WARE) HOUSE IS NOT A (REST) HOME 
Management consultant, Dickey Dyer tells how you can most 
readily obtain the ‘‘ideal’’ of direct exchange of goods from your 
old multi-story warehouse to your customers. 


KNOW YOUR POTENTIALS! SELL WITH A PLAN 

Believing that time is too valuable to be left to chance, two Mid- 
west firms, one large and one small-to-average, are taking the 
initiative to put detailed sales planning into practice. 


OPENING A BRANCH TAKES PLANNING 
L. D. Montague, president, B. L. Montague Co., Inc., Sumter, S.C., 
talks about the why——when—where—how of opening a branch. 


HOW WE STOOD UP AGAINST THE CONTRACT TREND 
Rex Supply Co.’s John Madden tells of the careful planning and 
management behind a bold decision that paid off. 


QUAKER SALES UP! ADVERTISING SUCCESS 
Johnstown distributor tells how he obtained more than $75,000 in 
new sales by taking a chance and tripling his ad budget. 


ANOTHER DISTRIBUTOR AS OUR SUPPLIER? 
Most firms are against the growing use of the master distributor 
system. Others will go along—provided discounts are used fairly. 


ID INTERVIEW WITH HORACE ARMSTRONG... 

Retiring after nearly a half century in the industry, Armstrong 
Bros.’ forthright president, Horace Armstrong, talks freely about 
distribution as it was yesterday and is today. 


IDEAS FOR SALESMEN 


BULLPEN ACE SAYS SALES PITCHING IS TOUGH 
ID interview with a West Virginia ballplayer that finds selling just 
as exciting—and just as tough. 


“RIFLE SHOT’ SELLING: 5 STEPS TO MAKE IT WORK. - February 
Michigan salesman Bengt Wallgren gives a detailed account of how 
he plans his time to make the most of every call. 


++ ard GLASS TO SCUBA GEAR: “MR. COMPRESSOR” SELLS 


Veteran specialist salesman Syd Marks tells why he finds specialty , 
selling both glamorous and challenging. 


SALES PRECEPTS—ARE THEY METHODS OR MYTHS? 
New England salesman qualifies some of the more popular sales 
myths, and talks about his realistic approach to selling. 


HOW A YOUNG MAN IN A HURRY SCOUTS FOR NEW BUSINESS... 
How a novice 1 finds in selling by working out a 
plan to learn his products and cover all prospects in his territory. 





HOW MANY CALLS DO YOUR CUSTOMERS RATE? 
Canadian salesman finds that he no longer wastes time on profit- 
less visits to customers. He uses a customer call frequency system. 


RECRUITING AND TRAINING SALESMEN 


HOW LAKELAND ENGINEERING MAKES CRASH TRAINING COUNT. . 
Minneapolis specialist makes its Saturday factory sessions pay off. 


N. J. DISTRIBUTOR TEAMS UP WITH UNCLE SAM 

E & B Mill Supply, Perth Amboy, N. J., tells how the firm is train- 
ing three inside salesmen under provisions of the 1962 Manpower 
Development & Training Act. 


INNOVATIONS 


CALL REPORTS GO COMPACT Fe 
Conventional call reports are a thing of the past at J. Lee Hackett. 
The firm's salesmen have switched to punched cards. 


DON’T TRY TO STOP THE PURCHASING 

REVOLUTION; GET READY TO LEAD IT. . April 
Ernest L. Anderson, management consultant, tells why he ‘teels ‘dis- 
tributors must accept systems contracting. 


SALES PROBLEMS 


SHOULD YOU UPSTAGE THE FACTORY MAN? 

When a factory salesman goes on a call to discuss a specific 
product, is it right for the distributor salesman to mention another 
product, even though it’s a product of the factory man’s company? 


156 


1S THERE ANYTHING REALLY SPECIAL ABOUT “SPECIALS”’.. . February 
When a sales manager tells one of his distributor salesmen not to 
accept any more requests for special orders, what should he do? 


THE BUYER WHO ONLY CALLS YOU WHEN HE’S IN A JAM...... 
How would you handle a P.A. who only calls when he is in a jam, 
and then just gives you his word as confirmation? 


SHOULD YOU STALL THE PROSPECT 

WHEN HE WON'T BUY RIGHT? 

Should you stall a prospective customer when you feel he’s buying 
the wrong product for his needs, in order to sell him the right one. 


TIME FOR ONE CALL: WHICH WOULD YOU PICK? 

When one of your clients needs you for a service call, and a big 
customer wants to see you for what could be a big sale—and 
there is time for only one call, how would you choose? 


WHAT DO I DO KNOW? 
What should a salesman do when a customer asks him for technical 
assistance that he isn't able to give? 


SPECIAL REPORTS 


*20TH ANNUAL SURVEY OF DISTRIBUTOR OPERATIONS 
1965 set a new high for the industry with sales up 12.6%. 
did you compare with cross-section of firms that reported? 


DISTRIBUTION BURSTS ITS BOUNDARIES— 

AND KEEPS RIGHT ON GROWING 

What has happened to the industry since World War II? [D’s new 
census gives a comprehensive picture of how the industry has 
changed in the last two decades. 


*INDUSTRIAL BUYERS’ SURVEY 
Purchasing agents, in a nationwide survey conducted by JD, speak 
out on what they buy, how they buy and what they think of service. 


CONVENTION '66: TIS INVADES NEW YORK 

Full report on NIDA-SIDA-ASMMA’'s big meeting, plus a unique /D 
first . . . ‘“‘Week with Mr. & Mrs. D,’’ an inside view of the con- 
vention through the eyes of a distributor couple. 


PROMOTION 


1S A BIRTHDAY PARTY WORTH THE FUSS?. . January 
Rochester, N.Y. distributor goes all out for 100th birthday party. 


HOW TO BUILD A “VOOMERANG” February 
With little money and some imagination, you can make your sales 
calls come alive visually. Try ‘‘Desk Top Show and Sell’’. 


THE BIRTH PAINS OF A NEW CATALOG February 
Mau-Sherwood Supply Co., Cleveland, Ohio, tells how it produced 
a unique, do-it-yourself catalog. 


DO-IT-YOURSELF TOOLS FOR SELLING A GROUP 
How to put a little drama into your sales presentations with the 
aid of standing boards and charts. 


GENERAL 


WHO SAYS A WOMAN CAN’T RUN A 

POWER TRANSMISSION HOUSE? 

Story of Mrs. Sylvia Hausfield, who no one thought would last six 
months in the industry—and now, 11 years later, she is running 
two thriving distributor firms in Cincinnati, Ohio. 


INDIAN VISITOR TAKES U.S. IDEAS BACK HOME 

Patron Transmission’s newest trainee is an ambitious young Indian 
who plans to learn all he can about the business and start his own 
distributor firm back home in India. 

Seeepucien ALONG THE AMAZON: RIO FIRM RACES TO FiLL 


An [D special report on the progress of distribution in Brazil. 


THE ID CASEBOOK 


New ideas from 72 firms to help you boost sales, improve methods, 
reduce t f it, operating and sales personnel. 





EDITORIALS 
Outlook '66 


Keeping up 
Contracts ... on your own terms 


* Reprints Available 
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ID Article Index July to December, 1966 


IDEAS FOR MANAGEMENT 


SYSTEM SELLING: BIGGER PACKAGE, BETTER PROFIT..........- July 
So says Argo Associates who find that their services are indis- 
pensable to a new group of buyers interested in more from 
distributors besides quality products and a full warehouse. 


WANTED: A UNIVERSAL PRODUCT CODE............++-+5. September 
‘Bil’ Harrison, president of Harrison Electronics Corp., gives 

his proposal for a way out of the jungle of numbers. 

LET’S BE HONEST ABOUT PROFIT...........-- 02sec ener September 


James McCririe of Reliable Bearing says what he considers profit 
to be and gives his philosophy of the profit motive. 


DON’T LET SELLERS’ MARKETS SPOIL THAT SERVICE IMAGE. . December 
A Milwaukee firm held a unique 3-hour sales meeting for its 

entire outside-inside staff on “‘how to improve communications 

with buyers.” 


WHICH WAY OUT OF THE NUMBERS JUNGLE?............. December 
An industry parts numbering system may be the route to a 

better ordered future in the data-processing age. Here’s an 
appraisal of the chances. 


IDEAS FOR SALESMEN 


ARE MAINTENANCE SHOPS YOUR HIDDEN MARKET?............ July 
Lewis Supply’s James Newsom, lists a six-step program for 
ferreting out potential in this field. 


THE SALESMAN’S WIFE SPEAKS OUT............... .. August 
A survey of the woman behind the man; a look into the life 
of Millie Lund, who is a force behind her husband’s success. 


HOW TO MAKE A NEW TERRITORY PRODUCE FASTER.......... August 
Nashville salesman William Philips adapted himself to the 
challenge of a new era by setting up an eight-step sales plan. 





VALUE ADDED—IN ALASKA... ... 2... cc cece cece eenee . October 

Distributors are industry’s survival kit in the 49th state. A look 

at some of the problems and challenges they face. 

DIG FOR SALES IN A CHANGING MARKET...............+-- October 

A case history on selling where knowledge really pays. As seen 

through the eyes of C. D. Smith, Baldwin Supply Co., W. Va. 

“DON’T CALL ME AN ‘ORDER-TAKER’"’....... TreTrry December 

Veteran inside salesman Lou Willenberg says the outside salesman 

may be the glamor boy, but it’s the inside salesman who makes 

the wheels turn by expediting orders. And he should know since 

he’s spent 25 yrs. | Penn 1 Supply, Pittsburgh, on 

top. 

RECRUITING AND TRAINING SALESMEN 

GALES TRAINING—Part 2... 0... cic cc cc cc rccccerccvcece August 

SALES TRAINING—Part 2... 2... 6.060 cece eee ene eeeneeee September 

Carried in 2 parts, this section is devoted to helping salesmen be 

knowledgeable in this ever-changing world. 

DISTRIBUTOR SALESMEN DON’T SELL...........05 55 eeeeeee August 

Consultant Bruce Williams gives his views on a new approach to 

training—and getting customers to make decisions. 

HOW A&M TEACHES DISTRIBUTION. ....... 2... 56 ee cece eens Octeber 

A full report from Texas on what the special I.D. course means 

and how it works. 

boy! WAY TO RECRUIT—WITH SUMMER SCHOLARS.......... October 
Chas. A. Strelinger, Detroit, a young trainee won his spurs 

aa credit toward a college degree while working. Now he’s out 

selling. 

CONTROVERSY & SALES PROBLEMS 

ON “VALUE” TAX: THE NO’S HAVE ITI... 2.2... ce eee ewe ee eee July 

As far as most distributors are concerned, the value-added tax 

proposed by a noted “‘brain trust’’ should be destroyed. 

DESIR SUOLEM, GROG ROGET. .... cw cccccccccwcsccccccicce August 

That’s what happens to some sales engineers when buyers forget 

about the golden rule of ethics. 

WHO SHARES THE WINDFALL?......... . September 


+ « » when a customer moves out on one salesman into. another's 
territory. 

DO YOU HAVE ENOUGH SALESMEN7......... 2-55. eeeeeee October 
For most distributors, the answer depends on how they feel about 

the future; whether they think they're going up or down. 


TROUBLE AT THE SWITCH... ... 1... cece eee e reece neeee December 
Here are some reactions when salesmen were ‘asked about what 
they thought of having an account switched to a new man. 
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SPECIAL REPORTS 


*THE SALES MANPOWER GAP CAN BE CLOSED............-5556+ July 45 
A @8-section report shows how to recruit qualified salesmen 
through careful screening and testing. 


*CAN MACHINES TEACH SALESMEN?............0000000005 October 43 
A special report on a new, startling sales training technique. 


*TOOLS OF SELLING........ .November 41 
Forty pages of 1966's best distributor advertising. Included in 
this report are articles by professional ad men and a compre- 
hensive directory of suppliers’ sales & training aids. 

* Reprints Available 


PROMOTION 


HOW TO SHOW AND SELL WITH SLIDES....... 2.2... cece ee cenee July 56 
ID Sales Maker No. 3 gives you the know-how needed to put 
“‘life’’ in your sales presentations with dramatic slides. 


ANSWER TO THE DATA-PHONE DILEMMA................-. September 61 
A unique automatic ordering system could be the answer to cut 
down paperwork. 


HOW THE PROS MAKE THEIR POINTS.............5-505- September 64 
“‘What makes a good sales presentation?’’ is the crux of a con- 
trolled experiment between four veteran salesmen and a buyer. 


COMMON SENSE ABOUT DIRECT MAIL........ 2.0.66 6 cee eee October 55 
Vas H.we, Harry P. Leu, Orlando, Fla., gives definite guidelines 
on what makes a “profit potential’’ mail campaign. 


HOW TO MAKE SMALL ADS PAY OFF—IN A BIG WAY...... November 210 
Gordon MacLaren, Cunningham & Walsh, Inc., shows how to add 
impact to low-budget ‘“‘spot”’ ads. 


THIS TEST WILL TELL YOU 

IF YOU DON’T NEED A COMPUTER........ 2.2... ee eeuee December 68 
While distributor operating costs are rising, data processing costs 

are decreasing. Here’s a test from an EDP expert to help you 

match costs against gains. 


TAPES: SECRET OF SOUND SALESMANSHIP..............-.- December 72 
Included in this JD Sales Maker No. 4 are a few good reasons 
why you should have tapes in your presentations. 


GENERAL 

“ALORS! SHOW US YOUR SOSCA”. .. 0... ccc cc crvcceserccces July 68 

French & British distributors got a first hand look at U. S. dis- 

tribution when they visited their American counterparts. 

GARRETT BUILDS FOR FASTER DISTRIBUTION............. December 59 

L.A, firm’s new showcase has a score of innovations to speed 

service, including ‘‘merchandisers” instead of order pickers and 

warehousemen, 

MEETINGS 

ASMMA MEETING VIBRATES ON SUBJECT OF CONTRACTS... .Novemper 154 

A lively contract purchasing debate with leading distributors set 

off sparks at this year’s meeting in Pittsburgh. 

PTDA SAYS MANAGEMENT COMES FIRST............-++- December 126 

Transmission specialists, at biggest convention; zero in on costs 

and profits. 

BEARINGS MERGER: A TOAST FOR BSA.........--+55+- December 129 

Old groups join, new one sets goals at its first convention. 

THE ID CASEBOOK 

NEW ideas from 52 firms to help you boost sales, improve methods, 

reduce costs—for management, operating and sales personnel. 
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EDITORIALS 
When can 1 get delivery?...........--.++-- July 42 
Training will get you 4... 0.2... 62: cere cree eeee . August 40 
Bigger than you think... ... 6.0... eee e eee eeeenes September 38 
Mow mam et the holm... 0... cee terre reer eens October 36 
“Change, change go away. . .”"........-----++++++++.-November 38 
it all adds up to . . . Trust.... 26... 6... eee wees December 40 
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